stakeholders? Aristeidis Theotokis, Pavlos Vlachos, and Katerina Pramatari from the Athens University of Economics & Business lead us closer to these answers. In 'The moderating role of customer-technology contact on attitude towards technology-based services' these researchers report a study of more that 600 Greek supermarket customers. They find a new mediating construct, customer-technology contact, which moderates the influence of personality characteristics so critical in the success of customer engagements with service technologies. This finding suggests avenues that could help organizations more accurately manage ideal customer attitude and adoption by adjusting their technology contact.
Two papers in this issue of EJIS are studies of project failure. We have all been concerned with the high failure rate of IS projects. If the impact of IS development projects is so poor, why are we not managing the benefits of our projects more directly? In an empirical study of 25 projects, Colin Ashurst of Durham University, Neil Doherty of Loughborough University, and Joe Peppard of the Cranfield School of Management observe practically no direct management of benefits delivery beyond wrapping the project and business benefits studies pre-and post-project. These researchers develop a model of a practice-based benefits management capability that operates in an ongoing manner throughout the project. This paper has terrific practical value. They argue that if the benefits are important, project stakeholders should keep their eye on this prize throughout the entire development project.
It is sometimes suggested that we are applying information technologies to problems in order by their complexity. We solved the simplest, most structured, information problems early, and tackle ever more complex problems as time moves forward. If the complexity of our successes is growing, perhaps the complexity of our failures grows as well. In 'Strategic scanning project failure and abandonment factors: lessons learned,' Nicolas Lesca and Marie-Laurence Caron-Fasan of the Grenoble Ecole de Management report on their study of projects aiming to develop environmental and strategic scanning systems intended to support management's strategic decisions and planning organizational futures. These are highly complex systems. In their research involving 39 strategic scanning projects in 32 different organizations, fewer than half of these projects produced systems that were adopted and used in practice. In terms of failure factors, the 'usual suspects' arise, such as lacking competence, strategic misalignment, hostile culture, insufficient resources, etc. This extensive action research study also turned up three unexpected (and novel) factors: an absence of will, inappropriate management involvement, and the presence of a previous project 'trauma. ' Following these two studies of project failures, we have two papers that search for avenues that lead to new solutions. Technological improvements often create new conflicts and tradeoffs. One of the most serious of these is the increasing capabilities for location-based services, such as those relying on the accurate detection of the exact geographic position of a mobile phone. Benefits are obvious, such as the ability of emergency services to pinpoint the exact location of a call for help. But the accompaniment is the threat to privacy, 'Who else gets to know exactly where I am and where I've been?' Indeed, user concern for privacy is now the central roadblock to the diffusion of location-based services. These concerns are not only technology dependent, but are also individual traits. In 'Personality traits and concern for privacy: an empirical study in the context of location-based services,' Iris Junglas, Norman Johnson, and Christiane Spitzmüller of the University of Houston report on an exciting search among personality traits for those factors that might be used to ameliorate privacy worries and improve adoption of these important new technologies. Using an online survey involving 550 subjects, they not only delineate the relationship between such traits and privacy concerns, but also illustrate how the measurement of customer personality could be used to predict which customers will have lower privacy concerns and may consequently be more interested in adopting location-based services.
Twenty years ago Lynne Markus and Dan Robey distinguished an obsession in the IS discipline with variance theories. Since their landmark analysis, how has our research theory profile changed? Not much, seems to be the answer from Guy Paré, Simon Bourdeau, Josianne Marsan, and Shadi Shuraida of HEC Montréal, along with Hamid Nach of the Université du Québec à Montréal. These researchers studied the 189 empirical research reports in four critically selected journals during the period 1991-2005. The results are so well aligned with expectations that these are surprising. MISQ and ISR continue to be overwhelmingly dominated by variance theory, and indeed, so is EJIS! As a contrast, Information and Organization, currently led by Professor Robey himself, is predominantly process theory oriented. This paper also studies the other constructs from the original Markus and Robey work: Causal agency and level of analysis.
In an issue with two papers on project failures, one about IS privacy threats, and one profiling our lack of progress on process theorizing, I suppose it would be fitting to conclude the issue with very real incidents of spitting, yelling, and cussing; that is, we'll close with a fabulous research paper on flaming. Who wins when online negotiators get emotional? In lab experiments with 148 subjects, Norman Johnson, Randolph Cooper, and Wynne Chin of the University of Houston study online negotiation behavior. Twenty-five flaming incidents were identified in these experiments and the researchers present convincing evidence that anger directed at an online negotiating opponent strengthens that opponent's position in the negotiation, and indeed reduces the likelihood of an agreement. But anger directed at the situation rather than the opponent increases the likelihood of agreement. In either case, however, a flaming 'victim' ends up in the stronger negotiating position. As a result, sounding off about the situation might be a good strategy when it looks like chances of an agreement are slipping away, but this strategy is likely to have its costs. Read more details in 'The effect of flaming on computer-mediated negotiations.'
